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■Abstract
The role of revenue managers is changing depending on what kind of stakehold-
ers they consider. The important changes are（1）revenue managers have to seek
total revenue of the site,（2）revenue managers have to seek both short and long
term revenue maximization.
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Room Rate ; ADR）と客室稼働率（Occupancy
Ratio ; OCC）という 2つの構成要素に分解する
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（Wang, et al., 2015; Edwin and Dipendra, 2016;
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